This research proposes a model of Interorganisational Commitment (IOC). The model is based on six constructs and was tested on 99 small and medium sized firms. The model examines interaction and non-interaction between firms. The theoretical model suggests that firms enter relationships in sequences, where they first consider motives and partner preferences before interaction takes place. Later in the sequence more extensive interactions develop into committed relationships that have consequences influenced by Trust (TRU) and Reciprocity (RCP) perceptions, which influence and promote lasting IOCs. The tested model exhibits nomological, convergent and discriminant validity, as well as reliability.
Introduction
Interorganisational networks, typically, are the outcome of individuals in firms working together in cooperative groups involving both formal and social relationships. The individuals develop lasting relationships because they share time, interests, goals, and industrial, geographical or some other type of relationships. Shared goals and interests become an observable characteristic built upon constructs of the relationship. Interorganisational networks involve several different types of relationship constructs.
The emergence of relationships in interorganisational networks is vital to the tourism industry because networks of cooperating firms outperform other firms, as do the destinations (Ingram and Roberts, 2000) . Cooperative efforts also have strategic implications (Poria, 2007) . One characteristic of interorganisational networks is that they typically coordinate resources and activities better than others and thus strengthen the participating firms and the industry structure (Gulati et al., 2000; Kogut, 1988) . But since interorganisational networks include personal relationships, conflicts can arise and lead to a collapse of the network. In fact, research indicates that approximately 70% of all efforts to cooperate end in failures (Park and Russo, 1996) . Most failures are due to partners not being well matched (Geringer, 1991; Dacin et al., 1997) , or unclear motives regarding what firms can achieve in these networks. But other factors can create problems as well. For example, the acknowledgement of the fact that tourism firms sometimes overlook the advantages of cooperating with other firms (Pesämaa et al., 2007) .
While networking firms have been shown to perform better (Sampson, 2007; Shipilov, 2006) , few studies examine theoretical models to obtain evidence of how these outcomes occur (Bolland and Wilson, 1994; Lee et al., 2004) . We, therefore, proposed a model of relationships between networking firms. The overall research question examined how relationships in interorganisational networks develop in a remote geographic region? Benefits can result from stronger relationships between firms and ultimately enhance the overall value of the product/service offering. The logic of the proposed model is that relationships develop from motives and are influenced by partner selection as well as the characteristics of the relationship that range from no interaction to full interaction and, ultimately, to commitment (Parkhe, 1993; Wetzels et al., 1998) . The findings of the study suggest policy implications for tourism firms as well as firms in general that operate in diverse interorganisational contexts.
The model
Tinsley and Lynch (2001) defined networks as consisting of one firm in relation to another firm or a web of firms. Parkhe (1993) proposed a framework which posited that networks involve a process in which forbearance, Reciprocity (RCP) and Trust (TRU) among firms is linked to stability in performance, network joining motives and partner selection. An adaptation and extension of Parkhe's framework, referred to as a relationship diamond, is shown in Figure 1 .
The relationship diamond suggests that firms entering networks do so based on specific motives and that partner selection also is a consideration. This paper extends Parkhe's framework to include commitment (Morgan and Hunt, 1994) and proposes a sequential process leading to TRU and RCP, and ultimately to Interorganisational Commitment (IOC), as shown in Figure 2 . The sequential order of the model is based first on the overall assumption that relationships take time to develop. A second assumption is that relationships develop starting with no interaction, then interaction, and finally, full interaction that locks the relationship into loyalties, shared goals and commitments (Wetzels et al., 1998) . Such IOCs generally involve both operational investments as well as tangible resources invested in the relationship. Therefore, IOC also reflects intentions and promises to invest in the relationships. The process of developing IOCs often begins before interaction when individuals in firms exhibit distinct motives directed toward achieving particular objectives (Edquist, 1997) . Based on their objectives, they target and select specific types of partners, leading them to actual interactions. The relationships slowly expand into TRU and reciprocal exchange and, ultimately, the relationships result in interorganisationally committed partners. The sequential process of developing IOCs can be represented by a series of constructs as shown in Figure 3 . 
Partner selection motives
Motives reflect the basic need for cooperation to evolve in the first place. Successful firms pursue explicit and conscious motives in their actions and strategies (Edquist, 1997) . Two types of motives are considered important in selecting partners in tourism networks -Hard Cooperative Motives (HCM) and Soft Cooperative Motives (SCM). HCM for networking include co-production, co-development and co-financing (Rosenfeld, 1996; Huggins, 2000) and represent concrete aspects of the types of exchanges that firms are seeking in networks. Hard motives also express an embedded ambition to gain control of what should be internally produced or externally supplied, as well as capturing what these firms want to know and specify in advance. Control of costs, development and obtaining financing are bundled in this construct.
SCM are important as well. SCM may only involve becoming familiar with other firms (Huggins, 2000) . But they may also represent issues related to business operations, such as learning motives. Learning motives represent the desire to gain know-how, strengthen employee skills, share competencies and build stronger capabilities within the network. SCM are assumed to be equally important reasons for forming networks and to also influence how partners are selected (Parkhe, 1993; Volery, 1995; Rosenfeld, 1996; Huggins, 2000; Gounaris, 2005) . In selecting partners, firms generally search for specific types of firms. If firms could identify in advance partners with specific knowledge and/or skills, there would be less risk in partner selection. But establishing relationships requires time and effort, has a high likelihood of failure, and is therefore risky, Park and Russo (1996) . Thus, firms display specific motives and assumptions about partners' TRU worthiness when entering networks.
Firms search for partners whom they can TRU based on their HCM and SCM. Partner Selection Trust (PST) assumes that it is important to be familiar with a potential partner (Gulati, 1995) and possess similar norms resulting in an expected behaviour (Volery, 1995; Axelrod, 1997) . In tourism literature, partner selection is examined from the perspective of satisfaction and performance (Pansiri, 2008) . The proposed model considers these assumptions but also takes into account that motives and partner selection lead to uncertainty, which affects not just the way partners are selected, but in the end it also affects the way relationships are formed (Huang, 2006) . Our assumptions lead to the following propositions. 
Partner selection and relational consequences
After selecting partners, firms are likely to experience two types of relational consequences. TRU is RCP represent an expanded state that occurs under full interaction. In physics expansion refers to the gap between materials prior to the point of detonation. Expansion in relationships also starts when relationships begin and continues until they are locked into definite positions. In relationships between organisations expansions are typically recognised by members in terms of the knowledge they have of what to expect from TRP and RCP. As they form the relationship they also learn about the advantages and disadvantages of the relationship as well as how these relate to the relationship. Furthermore as the process of developing relationships moves into a stage of expansion where partners start to form trust and the true character of the relationship. While firms may select partners with these consequences to the expansion of relationships, it is not the same as actually experiencing these consequences after relationships have been established.
Relational consequences from selecting partners based on TRU. Relational consequences of TRU emerge in several different ways. At the basic level, TRU involves the inherent risk of being in a relationship (Jones et al., 1997; Jones and Bowie, 1998; Mayer et al., 1995) . Moreover, TRU develops based on the terms of the relationship (i.e., formal/non-formal; performance/just liking each other) Gounaris (2005) . In interfirm partner selection procedures, PST works as a mechanism to exclude risky potential partners that threaten or otherwise jeopardise competitive advantages. As with motives, PST is also based on the experiences of cooperating partners (Parkhe, 1993) . Shared norms and experiences provide the governing principles for overcoming the considerations of whether a partner will let one down (maintain TRU) or follow a give and take approach (RCP) in relationships (Axelrod, 1997) . The inherent synchronised nature of considering PST suggests that the formation of relationships is also based on maintaining TRU and RCP (Parkhe, 1993) . Therefore, if PST is taken into account, firms are more likely to experience relational consequences of both TRU and RCP. This is particularly true in difficult contexts where expectations and contextual boundaries act as stabilising forces. In such contexts, what you see is more likely to be what you get; i.e., if PST is expected it is more likely to be manifested in relationships that are formed. Similarly, what a partnering firm shows while being considered is likely to be what they eventually exhibit in a relationship. Thus, appearing trustworthy likely leads to trusting and reciprocal behaviour among partners, once selected.
RCP is the practice of give and take. RCP is based on norms of exchange in which partners feel obligated to return favours (Mavondo and Rodrigo, 2001) . Portes (1998) noted that RCP is crucial for local development. In tourism associated with local destinations, for example, networks perform an important function of coordinating local activities. Activities between hotels, restaurants, bars, ski resorts, camps, and guides must be coordinated and networks are sustained through personal relationships.
Successful relationships require more than RCP. When firms provide favours they expect others to do the same. The role of RCP depends heavily on the context (Portes, 1998) , and in some situations immediate returns are necessary, whereas in other contexts RCP is based on promises of future returns. RCP involves an individual's cognitive system (i.e., values, ideas and experiences), collecting information, facts and feelings concerning past exchanges and assigning an expected value to current as well as future decisions. Previous feelings of being treated well that lead to good outcomes have a self-reinforcing effect, creating a belief that relationships lead to positive outcomes. Moreover, RCP often leads to commitment (Kumar et al., 1995; Mavondo and Rodrigo, 2001) . These concepts lead to the following propositions. 
Relational consequences and commitment (IOC)
The relational consequences of TRU and RCP are antecedents to IOC (Portes, 1998) . IOC is a key element in achieving stability and performance in relationships (Morgan and Hunt, 1994; Mavondo and Rodrigo, 2001; Medina-Munoz and Garcia-Falcon, 2000) . IOC involves partners promising future exchange of resources, as well as intending to allocate more resources and become more operationally integrated in an effort to achieve improved firm performance. Conceptually, IOC is based on stability (Morrow, 1983 ) and strongly reflects a firm's intention to provide specific resources (Gundlach et al., 1995; Mavondo and Rodrigo, 2001 ). Prior research shows that there is a significant, positive association between TRU, RCP and IOC (Ekelund, 2002) , but that TRU mediates the relationship between RCP and IOC (Kumar et al., 1995; Zaheer and Venkatraman, 1995) .
TRU is important in maintaining relationships since it implies that firms are honest and do not take advantage of other firms in the network (Mavondo and Rodrigo, 2001) , which is important in building IOC. Relational TRU involves honesty and integrity in relationships while RCP governs the 'rules' of exchange, which include a sense of obligation to return favours, as well as a 'social' element dictating how exchange partners should be treated. These relationships suggest the following propositions.
H7: TRU is positively related to RCP.

H8: TRU is positively related to IOC.
H9: RCP is positively related to IOC.
Research method
Research design
Studying sequential relationships where one construct (x) affects another (y) has a long tradition (Bagozzi, 1980) . Traditionally, hierarchical regression and path analysis were used to examine relationships (Cohen et al., 2002) . Today, many studies rely on Structural Equation Models (SEM) which enable researchers to assess the measurement characteristics of constructs, as well as the existence of causal relationships. In developing and validating theoretical models (Hair et al., 2006) recommend the use of SEM.
Sample and data collection
This research is based on a sample of tourism firms in Northern Minnesota. In that geographic area, 15 local networks of firms compete against other networks of firms. The networks are formally organised and funded by a 3% sales tax which is used to support shared interests such as events, marketing, signs, policies and shared websites. Data for this paper was collected from the best performing two networks (Ely and Lutsen Tofte Tourism Association), where performance was determined based on sales growth. The research began with a pilot study that confirmed these tourism networks as the most successful, and pretested a structured questionnaire.
The questionnaire was sent to a sample of 254 tourism firms. A total of 99 usable responses were received (39%). The typical responding tourism firm had 27 employees, but the number of employees ranged from 1 to 450. The types of tourists for the typical firm were 27% local tourists, 42% regional tourists, 25% national tourists, and 6% international tourists.
Using Northern Minnesota for data collection has several advantages. One important advantage is that the businesses are located in a remote area, which is typical of many other geographic areas seeking to develop the tourism industry. In Northern Minnesota, as in other remote areas, there are long distances between households, which results in a relatively low economic activity per square kilometre. Long distances are also present between firms, which results in long distances to travel to each physical meeting. In a relative sense this means that few companies are located close to each other, facilitating a better social control over businesses and operations. In this geographic area there used to be many large mining and forest firms. Today, a new type of industry is growing around tourism. These new industries demand new service related skills and new types of firm structures, and many small and medium sized firms operate in service intense industries. In tourism the local product must be focused and in this area the focus is wilderness tourism. There is fishing and boating in the 10,000 lakes, woods full of wild bears and wolves, and a sky full of birds that make this area attractive for wilderness tourism. Many people, especially those from nearby cities, travel there for hunting, fishing, skiing, snowmobiling, boating, canoe safaris, hiking, relaxing, and for silence, fresh air and other wilderness-related leisure activities. These activities also have shared policies in which, for instance, motorboats and canoes are kept separate to prevent conflicts. The tourism resources include large resorts, spas, hotels, restaurants, camps, guides, outfitters, bait and tackle providers, banks, retailers, souvenirs boutiques, different producers of canoes and other producers providing tourists with unique equipment. Virtually all firms are therefore indirectly related to tourism. Indeed, if not for the tourists many area businesses would not survive.
Measurement
As the proposed model suggests, four sequences and a total of six multi-item constructs were examined. The first sequence included SCM and HCM to join networks. The SCM construct had four items:
• gaining knowledge
• improving employee skills
• sharing employees with other businesses
• utilising a variety of competencies.
HCM were measured by three items:
• reducing costs
• sharing research and development
• obtaining financing.
These two constructs were measured on five-point Likert scales ranging from 1 = Strongly Disagree to 5 = Strongly Agree, and adapted from Rosenfeld (1996) and Huggins (2000) . The remaining constructs were measured using a 5-point Likert scale that ranged from 1 = Unimportant to 5 = Very Important.
The second sequence measured TRU as it relates to partner selection PST. The TRU construct had three items relating to the selection of potential network partners and was developed from Volery (1995) . The items measured the importance in partner selection of
• familiarity
• acting as expected
• sharing the same values.
The third sequence examined consequences and included two constructs -TRU and RCP. The TRU construct consisted of three items that examined the role of TRU in achieving firm performance and was based on Mavondo and Rodrigo (2001) . For this construct, respondents were asked the importance of the partner being:
RCP had three items measuring the importance of the following in achieving firm performance:
• give and take of favours in relationships between network partner(s)
• the obligation to do favours for network partners
• the obligation to return favours to network partners.
This construct was developed from Mavondo and Rodrigo (2001) .
The final construct, IOC, measured the importance of commitment in achieving firm performance. The three items were
• promising to exchange resources (e.g., cottages, rooms, staff and boats) inside the network
• allocating more resources to network business relationships (e.g., lodging capacity, competent staff, equipment)
• being bound to the network for future operations.
Findings
To measure the relationships between the constructs, structural equation modelling was used (Jöreskog and Sörbom, 1979) . The analysis of relationships is divided into two sections: the first focuses on measurement characteristics and evaluates construct reliability and validity, while the second assesses the proposed theoretical relationships. The overall theoretical model, including the 19 indicator variables, is shown in Figure 3 . When testing the model measurement we inter-related all the proposed constructs and then examined the standardised loadings. The results of the goodness of fit measures support the proposed model (P = 0.158, IFI = 0.98, CFI = 0.98, χ 
Convergent, nomological and discriminant validity
Three measures were used to assess the reliability and validity of the model's constructs (see Table 3 ). Convergent validity is the extent to which the individual items in a construct share variance between them (Hair et al., 2006) . The shared variance estimates exceed the recommended 0.5 level, while Variance Extracted (VE) exceeds 50% and construct reliability exceeds 0.7. Nomological validity means that the direction of the relationships is consistent with theory. The correlations are all positive, indicating that the results are consistent with theory and confirming nomological validity (see Table 2 ). Discriminant validity examines whether the constructs are measuring different concepts (Hair et al., 2006) . In Table 3 we report that VE is larger than the Squared Inter-Correlation (SIC) found in Table 2 , associated with each construct, which shows that the variance within the constructs is greater than that shared between the constructs. Thus, the criteria of convergent, nomological and discriminant validity are all met, and the measurement aspects of the model indicate high validity and reliability. 
Test of sequential model and hypothesis
Based on the proposed relationships from Figure 3 we found the following goodness of fit statistics (χ 2 = 159.85; df = 142, P = 0.158, IFI = 0.98, CFI = 0.98, χ 2 /df = 1.12; RMSEA = 0.035). According to the guidelines for theory testing the proposed empirical model fit to recommended guidelines for goodness of fit (see Figure 1) .
Test of hypotheses
The proposed theoretical relationships (hypothesis) were tested with SEM and reported accordingly in Table 4 . The proposed relationship between HCM and PST (H1) is not significant (r = -0.14; p > 0.05). As expected (H2), HCM directly affects RCP (r = 0.38; p < 0.01). We also found that the proposed positive relationship between SCM and PST (H3) was not significant (r = 0.27; p < 0.1). On the other hand, we found that the proposed relationship between SCM (H4) has a direct effect on IOC (r = 0.47; p < 0.01). Also, PST (H5) is significantly related to TRU (r = 0.536; p < 0.01), while PST (H6) is not significantly related to RCP (r = 0.019; p < 0.05). As anticipated, RCP (H7) has a significant effect on TRU (r = 0.47; p < 0.01. The relationship between TRU to IOC (H8) was positive and significant in a bivariate correlation table but in the SEM model this relationship was not significant (r = 0.047; p < 0.05). One reason for this unexpected result might be that the links from RCP to IOC and from SCM to IOC are dominating the relationship from TRU to IOC. The relationship from RCP to IOC (H9) was significant, as expected (r = 0.43; p < 0.01). 
Discussion and conclusions
This paper expands research on cooperative relationships in successful networks. First, the study validates proposed measurements associated with IOC. Next, the paper contributes to extant research on how IOC is formed. Five of the nine initial hypotheses were confirmed. One of the most surprising results is the insignificant relationship between TRU and IOC. Bivariate correlation demonstrates that these constructs are related but in the final model this relationship was not significant. The simplified final model suggests several interesting relationships. HCM, directly affects RCP, including reasons to share costs, product development and financing, which indicates that, in this situation, the firm is expecting something in return for it cooperative efforts. Recall, that these firms operated in a remote geographical area and exhibited considerable success in recent years. Thus, success likely is related to motives involving wanting to get something back.
Another interesting finding was that SCM, which involves different reasons to join networks, is directly related to IOC. Recall that IOC involved not just promises to exchange, but also the intention to allocate more resources and share more operations with other firms in the network. Thus, success is based on a long-term shared future for the networked firms.
This research extends contemporary research on motives, as well as on partner selection, to reveal some interesting insights that synthesise prior work (see e.g., Geringer, 1991; Parkhe, 1993; Volery, 1995) . The results are consistent with those of Parkhe (1993) , but also achieved modest empirical support for additional theoretical relationships (i.e., how sequential constructs may be related to each other). Motives are related to partner selection which, in turn, is related to relational consequences. Ultimately, commitment is fostered by the relational consequences.
From a policy perspective, these findings suggest that both soft and HCM are related to IOC. SCM are directly related to IOC and HCM are mediated by RCP. These findings suggest that governmental entities and industry related organisations should encourage and support activities leading to IOC because this, ultimately, is associated with a successful tourism industry in remote geographical regions. Moreover, mechanisms to facilitate successful partner selection are associated with TRU and RCP, and also are ultimately associated with a successful tourism industry in remote geographical regions. The findings of this research are preliminary but they do indicate that this is a fruitful area for future research and that policies should be considered to stimulate further exploration of this area.
In addition, the findings extend the work of Poria (2007) and reinforce cooperation as a strategic activity. For example, cooperative strategies arise from motives, and via partner selection expand the relationship to TRU and reciprocal orientations, ultimately establishing a relationship involving commitments of resources and operations. The research also expands previous findings on the role of uncertainty in tourism networks (Huang, 2006) by proposing that stronger awareness of motives as well as balanced preferences among partners also reduces uncertainty since partners know what to expect and how other partners are likely to perform when the relationship goes from no interaction to full interaction and is then further locked into a series of commitments.
